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Articles are indexed by general subject and, where applicable, by country or area and product. In 
each entry the issue volume number precedes the date. A five-year index is published annually. 


General 


Advertising and : 

Using buyer's guides as your 
overseas salesinen 

Monitoring competitors’ 
promotional activities to obtain 
marketing data 

Group promotions for export 
firms : Ireland’s scheme 

Drawing up a chamber’s publicity 
programme: part two 


Chambers of commerce 

Finnish chambers of commerce: 
their foreign trade services 

Drawing up a chamber’s publicity 
programme: part two 


Commercial representatives, 
Helping your country’s suppliers 
win contracts for goods and 

services 

Commercial reporting : ob’ 
and relaying market information 
effectively 

Commercial representatives: 
getting to know your territory 


Correspondence 
Writing effective business letters 


Evaluation 
Evaluating trade promotion: some 
guidelines 


Export costing and 
Setting export prices to sell 
competitively 


Fairs, exhibitions 

Meeting the right visitors on your 
stand 

How to organize an export services 
show 

Building the stand 

Deciding on stand design and 
furnishings 

Lighting and colour for a trade fair 
stand 

Graphics for a trade fair stand 

Product display at a trade fair 

Stand layout for a trade fair 

Group promotions for export 
firms : Ireland’s scheme 

Designing a trade fair stand 


Financing, export 

Export credit insurance: key 
factors for successful operations 

Export-oriented financial 
institutions : a vital element for 
trade promotion 


XXIV/1 Jan-Mar 88 p. 12 


XXI/3 July-Sept 85 p. 4 
XXI/2 Apr-June 85 p. 4 
XXI/1 Jan-Mar 85 p. 20 


XXI/2 Apr-June 85 p. 10 
XXI/1 Jan-Mar 85 p. 20 


XXIV/3 July-Sept 88 p. 20 


XXIV/2 Apr-June 88 p. 16 
XXIV/1 Jan-Mar 88 p. 8 


XXIV/4 Oct-Dec 88 p. 22 


XXIII/4 Oct-Dec 87 p. 


XXIV/3 July-Sept 88 p. 


XXV/3 July-Sept 89 p. 


XXiIII/1 Jan-Mar 87 p. 
XXIII/1 Jan-Mar 87 p. 


XXII/3 July-Sept 86 p. 
XXIl/2 Apr-June 86 p. 
XXII/1 Jan-Mar 86 p. 
XXI/4 Oct-Dec 85 p. 
XXI/3 July-Sept 85 p. 


XXI/2 Apr-June 85 p. 
XXI/2 Apr-June 85 p. 


XXIV/2 Apr-June 88 p. 


XXI/1 Jan-Mar 85 p. 4 


Freight forwarders 
Freight forwarders—how to use 
them in foreign trade 


Import operations and techniques 

Importing equipment: the 
important aspect of maintenance 

Supplier sourcing and evaluation 
for imports 

Using efficient techniques for 
importing : the case of electrical 
equipment 

Verifying that imports meet the 
buyer’s requirements 

Evaluating bids for imports 

Importing goods: how to define the 
requirements for suppliers 

Essential elements of international 


tendering 


Insurance, cargo 
Insuring your export shipments 


Insurance, export credit 
Export credit insurance: key 
factors for successful operations 


ITC services 
ITC’s 25th 
section 


Legal aspects of trade 

Drawing up a contract for an 
export joint venture 

Insuring your export shipments 


Freight forwarders—how to use 


them in foreign trade 

The international sales 
contract—central to trade 
transactions 

Letters of credit: how to use them 
in your international business 
transactions 

The international transport 
contract 

Insurance for export shipments 


Marketing 

Rising demand for wooden 
household furniture 

Export opportunities for 
developing countries in the USSR 
market 

Drawing up a contract for an 
export joint venture 

Insuring your export shipments 

Freight forwarders—how to use 
them in foreign trade 

Meeting the right visitors on your 
stand 

World trade in cephalopods—a 
growing business 

Opportunities for exporting to 
Poland 

Selected rubber products offer good 
export prospects 


XXV/3 July-Sept 89 p. 4 


XXV/2 AprJune 89 p. 22 
XXV/l Jan-Mar 89 p. 12 


XXIV/1 Jan-Mar 88 p. 17 


XXIll/2 Apr-June 87 p. 22 
XXIII/1 Jan-Mar 87 p. 12 


XXII/3 July-Sept 86 p. 18 
XXI/4 Oct-Dec 85 p. 4 


XXV/4 Oct-Dec 89 p. 22 


XXIV/2 Apr-June 88 p. 


XXV/1 Jan-Mar 89 p. 


XXV/4 Oct-Dec 89 p. 16 
XXV/4 Oct-Dec 89 p. 22 


XXV/3 July-Sept 89 p. 4 


XXIII/3 July-Sept 87 p. 14 


XXIII/1 Jan-Mar 87 p. 4 


XXI/4 Oct-De= 85 p. 26 
XXI/3 July-Sept 85 p. 18 


XXV/4 Oct-Dec 89 p. 


XXV/4 Oct-Dec 89 p. 12 


XXV/4 Oct-Dec 89 p. 16 
XXV/4 Oct-Dec 89 p. 22 


XXV/3 July-Sept 89 p. 4 
XXV/3 July-Sept 89 p. 
XXV/2 AprJune 89 p. 4 
XXV/2 Apr-June 89 p. 18 
XXV/l Jan-Mar 89 p. 20 
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The silk trade—tucrative profits 
await exporters with the right 
types of products .  XXIV/4 Oct-Dec 88 p. 4 

Inspection—key role in a company’s 
export quality control system 

Expanding market for cotton 
products offers openings for yarn 
and fabric suppliers 

Writing effective business letters 

Setting export prices to sell 
competitively 

Export packages —what is required 
for fresh fruits and vegetables 

Helping your country’s suppliers 
win contracts for goods and 
services XXIV/3 July-Sept 88 p. 20 

Developing countries : important 
role in world floricultural trade 

Expanding but competitive market 
for wood-based panels 

Managing export quality activities 
in a company 


XXIV/4 Oct-Dec 88 p. 14 


XXIV/4 Oct-Dec 88 p. 18 
XXIV/4 Oct-Dec 88 p. 22 
XXIV/3 July-Sept 88 p. 10 


XXIV/3 July-Sept 88 p. 14 


XXIV/2 Apr-June 88 p. 22 


XXIV/2 Apr-June 88 p. 26 


XXIV/2 Apr-June 88 p. 4 . 


Exotic fruits and vegetables 
strengthen their position in 
European markets 

Using buyer’s guides as your 
overseas salesmen 

Producing quality exports: the vital 
human element 

Wooden packaging: an important 
role in export operations 

Product marketing programmes: 
an instrument for effective trade 
promotion 

Reducing quality costs to improve 
export earnings 

Developing new export products of 
the right quality 

Some pointers on packaging 
handicraft products 

The international sales 
contract—central to trade 
transactions 

How companies can improve the 
quality of their export products 

Letters of credit: how to use them 
in your international business 
transactions 

Honey exports: possibilities in a 
highly competitive market 

Developing the export of technical 
consulting services 

Caution is called for in marke 
essential oils and spice oleoresins 

New export opportunities expected 
for builders’ woodwork 

Monitoring competitors’ 
promotional activities to obtain 
marketing data 


Packaging 

Export packages—what is required 
for fresh fruits and vegetables 

Wooden packaging : an important 
role in export operations 

Some pointers on packaging 
handicrafts products 


Publications 

Using buyer's guides as your 
overseas salesmen 

Developing an exporters’ register 
for trade promotion work 


Quality control 
Inspection—key role in a company’s 
export quality control system 


XXIV/1 Jan-Mar 88 p. 
XXIV/1 Jan-Mar 88 p. 
XXIV/1 Jan-Mar 88 p. 


XXIIl/4 Oct-Dec 87 p. 


XXIII/4 Oct-Dec 87 p. 
XXIll/4 Oct-Dec 87 p. 
XXIII/3 July-Sept 87 p. 
XXIII/3 July-Sept 87 p. 


XXIII/3 July-Sept 87 p. 


XXIII/2 Apr-June 87 p. 


XXIII/1 Jan-Mar 87 p. 
XXII/3 July-Sept 86 p. 
XXII/3 July-Sept 86 p. 
XXII/3 July-Sept 86 p. 
XXII/2 Apr-June 86 p. 


XXI/3 July-Sept 85 p. 


XXIV/3 July-Sept 88 p. 
XXiIlI/4 Oct-Dec 87 p. 
XXIII/3 July-Sept 87 p. 


XXIV/1 Jan-Mar 88 p. 
XXI/4 Oct-Dec 85 p. 


XXIV/4 Oct-Dec 88 p. 14 


Managing export quality activities 
in a company 

Producing quality exports: the vital 
human element 

Reducing quality costs to improve 

earnings 

Developing new export products of 
the right quality 

How companies can improve the 
quality of their export products 


Services of governments 

Canada’s import promotion office 
for developing countries 

A radio programme as a trade 
promotion tool 

Australian office promotes South 
Pacific exports 


An overseas branch office : a tool for 


market entry 
Human resources development: an 
essential part of trade promotion 
Computerizing trade information 
services : DeCTA’s experience 


Trade among developing countries 


Bicycles offer potential for trade 
among developing countries 

Colombia —market opportunities 
for other developing countries 


Trade information services 

Charging for trade information 
services 

Practical ways to build up a file on 
foreign importers 

How to use external on-line 
databases for trade promotion 

Management's role in creating an 
exporters’ register 

Computerizing trade information 
services : DeCTA’s experience 

Refining trade data analysis for 
trade promotion 

Developing an exporters’ register 
for trade promotion work 

Sources of marketing information 
on the socialist countries of 
Eastern Europe 


Trade 

Drawing up a contract for an 
export joint venture 

Insuring your export shipments 

Freight forwarders —how to use 
them in foreign trade 

Writing effective business letters 

The international sales 
contract—central to trade 
transactions 

Letters of credit: how to use them 
in your international business 
transactions 


Trade promotion organizations 

Financing a TPO: possible sources 

Charging for trade information 
services 

Annual work programmes—an 
effective management tool for a 
trade promotion agency 

Group promotions for export 
firms : Ireland’s scheme 


XXIV/2 Apr-June 88 p. 
XXIV/1 Jan-Mar 88 p. 
XXIII/4 Oct-Dec 87 p. 

XXIII/3 July-Sept 87 p. 

XXIIl/2 Apr-June 87 p. 


XXV/3 July-Sept 89 p. 

XXV/3 July-Sept 89 p. 

XXIV/2 Apr-June 88 p. 
XXIII/3 July-Sept 87 p. 
XXII/3 July-Sept 86 p. 

XXII/1 Jan-Mar 86 p. 


XXII/1 Jan-Mar 86 p. 
XXII/1 Jan-Mar 86 p. 


XXIV/3 July-Sept 88 p. 


XXIII/2 Apr-June 87 p. 
XXIII/2 Apr-June 87 p. 
XXII/2 Apr-June 86 p. 
XXII/1 Jan-Mar 86 p. 
XXII/1 Jan-Mar 86 p. 
XXI/4 Oct-Dec 85 p. 


XXI/3 July-Sept 85 p. 


XXV/4 Oct-Dec 89 p. 
XXV/4 Oct-Dec 89 p. 


XXV/3 July-Sept 89 p. 
XXIV/4 Oct-Dec 88 p. 


XXIII/3 July-Sept 87 p. 


XXIII/1 Jan-Mar 87 p. 


XXV/2 Apr-June 89 p. 


XXIV/1 Jan-Mar 88 p. 
XXI/2 Apr-June 85 p. 
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Programming, budgeting and 
evaluation—three essential 
management functions of a TPO 


Trade promotion techniques 

Meeting the right visitors on your 
stand 

Aradio programme as a trade 
promotion tool 

Financing a TPO: possible 
sources 

Helping your country’s suppliers 
win contracts for goods and 
services 

Charging for trade information 
services 

Export credit insurance: key 
factors for successful 
operations 

Commercial reporting : obta’ 
and relaying market information 
effectively 

Commercial representatives : 

_ getting to know your territory 
Annual work programmes—an 
effective management tool fora 
trade promotion agency 

Evaluating trade promotion: some 
guidelines 

Product marketing programmes: 
an instrument for effective trade 
promotion 

An overseas branch office: a tool for 
market entry 

Preparing national trade 
promotion programmes 

Practical ways to build up a file on 
foreign importers 

How to use external on-line 
databases for trade 

promotion 

How to organize an export services 
show 

Building the stand 

Developing the export of technical * 
consulting services 

Deciding on stand design and 
furnishings 

Lighting and colour for a trade fair 
stand 

Management's role in creating an 
exporters’ register 

Graphics for a trade fair stand 

Refining trade data analysis for 
trade promotion 


XXI/2 Apr-June 85 p. 22 


XXV/3 July-Sept 89 p. 14 
XXV/3 July-Sept 89 p. 18 


XXV/2 Apr-June 89 p. 14 


XXIV/3 July-Sept 88 p. 20 
XXIV/3 July-Sept 88 p. 26 


XXIV/2 Apr-June 88 p. 8 


XXIV/2 Apr-June 88 p. 16 


XXIV/1 Jan-Mar 88 p. 8 


XXIV/1 Jan-Mar 88 p. 20 


XXIll/4 Oct-Dec 87 p. 14 


XXIIl/4 Oct-Dec 87 p. 22 
XXIII/3 July-Sept 87 p. 20 
XXIII/3 July-Sept 87 p. 24 


XXIII/2 Apr-June 87 p. 10 


XXIII/2 Apr-June 87 p. 26 


XXIH/1 Jan-Mar 87 p. 8 
XXIll/1 Jan-Mar 87 p. 16 


XXII/3 July-Sept 86 p. 8 
XXII/3 July-Sept 86 p. 22 
XXII/2 Apr-June 86 p. 14 


XXII/2 Apr-June 86 p. 18 
XXII/1 Jan-Mar 86 p. 14 


XXII/1 Jan-Mar 86 p. 18 


Product display at a trade fair 

Developing an exporters’ 
register for trade promotion 
work 

Stand layout for a trade fair 

Group promotions for export 
firms : Ireland’s scheme 

Designing a trade fair stand 

Programming, budgeting and 
evaluation—three essential 
management functions of a TPO 

Export-oriented financial 
institutions : a vital element for 
trade promotion 

Acase history in export success: 
the Republic of Korea 


Training export executives of small 


companies 

Making your training institute 
known to the target audience 

Determining export training needs 
for company staff 

Six key checks for designing 
training programmes 

Seeting export training 
objectives 

Training for senior export 
executives in international 
business—some do’s and don'ts 
for organizers 

Training institutes for foreign 
trade—a growing movement 
among developing countries 

Training joint ventures 
as a means to expand 
educational programmes in 
foreign trade 

Human resources development: 
an essential part of trade 
promotion 


Assessing the needs and means for 


foreign trade training 
How to organize, present and 
evaluate training activities 


Transport 

Insuring your export shipments 

Freight forwarders—how to use 
them in foreign trade 

The international transport 
contract 


XXI/4 Oct-Dec 85 p. 10 
XXI/4 Oct-Dec 85 p. 14 
XXI/3 July-Sept 85 p. 10 
XXI/2 Apr-June 85 p. 4 
XXI/2 Apr-June 85 p. 16 
XXI/2 Apr-June 85 p. 22 


XXI/1 Jan-Mar 85 p. 4 


XXI/1 Jan-Mar 85 p. 14 


XXV/4 Oct-Dec 89 p. 8 
XXV/3 July-Sept 89 p. 24 
XXV/2 Apr-June 89 p. 8 

XXV/1 Jan-Mar 89 p. 16 


XXV/1 Jan-Mar 89 p. 24 


XXIV/4 Oct-Dec 88 p. 8 


XXIV/3 July-Sept 88 p. 4 


XXIII/4 Oct-Dec 87 p. 4 


XXII/3 July-Sept 86 p. 14 
XXII/2 Apr-June 86 p. 8 
XXII/1 Jan-Mar 86 p. 10 


XXV/4 Oct-Dec 89 p. 22 
XXV/3 Juiy-Sept 89 p. 4 
XXI/4 Oct-Dec 85 p. 26 


Products and services 


Animal feeds 

Animal feed ingredients— 
export opportunities for 
developing countries 

Bicycles 

Bicycles offer potential for trade 
among developing countries 

Cephalopods 

World trade in cephalopods—a 
growing business 


XXI/4 Oct-Dec 85 p. 23 


XXII/1 Jan-Mar 86 p. 4 


XXV/2 Apr-June 89 p. 4 


Cocoa 

Marketing cocoa: essential 
features of the 
trade 


Cotton 

Expanding market for cotton 
products offers openings 
for yarn and fabric 
suppliers 


XXIII/2 Apr-June 87 p. 4 


XXIV/4 Oct-Dec 88 p. 18 
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Electrical equipment 

Using efficient techniques for 
importing : the case of electrical 
equipment XXIV/1 Jan-Mar 88 p. 17 

Essential oils 

Caution is called for in marketing 
essential oils and spice oleoresins XXII/3 July-Sept 86 p. 26 


Flowers . 

Developing countries : important 
role in world floriculture trade XXIV/2 Apr-June 88 p. 4 

Fruits 

Export packages—what is required 
for fresh fruits and vegetables 

Exotic fruits and vegetables 
strengthen their position in 
European markets 


XXIV/3 July-Sept 88 p. 14 


XXIV/1 Jan-Mar 88 p. 4 


Gemstones 
Gemstone marketing XXI/3 July-Sept 85 p. 16 
Handicrafts 

Some pointers on packaging 


handicraft products XXIII/3 July-Sept 87 p. 9 


Honey 
Honey exports: possibilities in a 


highly competitive market XXII/3 July-Sept 86 p. 4 


Jewellery 
Potential for imitation jewellery XXI/3 July-Sept 85 p. 26 


Nonconventional energy 

Attractive market prospects for 
nonconventional energy 
equipment 


Rice 
Imports of rice into the Middle East 
market levelling off 


Rubber products 
Selected rubber products offer good 
export prospects 


Silk 

The silk trade—lucrative profits 
await exporters with the right 
types of products 


Technical consulting services 
Developing the export of technical 
consulting services 


Vegetables 

Export packages—what is 
required for fresh fruits and 
vegetables 

Exotic fruits and vegetables 
strengthen their position in 
European markets 


Wood products 

Rising demand for wooden 
household furniture 

Expanding but competitive market 
for wood-based panels 

New export opportunities expected 
for builders’ woodwork 


XXIll/2 Apr-June 87 p. 16 
XXI/1 Jan-Mar 85 p. 10 


XXV/1 Jan-Mar 89 p. 20 


XXIV/4 Oct-Dec 88 p. 4 


XXII/3 July-Sept 86 p. 8 


XXIV/3 July-Sept 88 p. 14 
XXIV/1 Jan-Mar 88 p. 4 
XXV/4 Oct-Dec 89 p. 4 


XXIV/2 Apr-June 88 p. 22 
XXII/2 Apr-June 86 p. 4 


Geographic 


Australia 
Australian office promotes South 
Pacific exports 


Canada 
Canada’s import promotion office 
for developing countries 


Colombia 
Colombia—market opportunities for 
other developing countries 


Czechoslovakia 

Czechoslovak market offers sales 
opportunities for developing 
countries 


Eastern Europe 

Sources of marketing information 
on the socialist countries of 
Eastern Europe 


Finland 
Finnish chambers of commerce: 
their foreign trade services 


XXIV/2 Apr-June 88 p. 13 
XXV/3 July-Sept 89 p. 10 


XXII/1 Jan-Mar 86 p. 22 
XXIll/4 Oct-Dec 87 p. 18 


XXI/3 July-Sept 85 p. 22 


XXI/2 Apr-June 85 p. 10 


Hungary 

Hungarian market offers sales 
posssibilities for developing 
countries 


Ireland 
Group promotions for export 
firms : Ireland’s scheme 


XXII/2 Apr-June 86 p. 24 


XXI/2 Apr-June 85 p. 4 


Middle East 
Imports of rice into the Middle East 
market levelling off 


Netherlands 

An overseas branch office: a tool for 
market entry 

Human resources development: an 
essential part of trade promotion 


Poland 


Opportunities for exporting to 
Poland 


Republic of Korea 
A case history in export success: 
the Republic of Korea 


South Pacific 

A radio programme as a trade 
promotion tool 

Australian office promotes South 
Pacific exports 


United Kingdom 
Computerizing trade information 
services : DeCTA’s experience 


USSR 

Export opportunities for 
developing countries in the USSR 
market 


XXI/1 Jan-Mar 85 p. 10 


XXIII/3 July-Sept 87 p. 20 
XXII/3 July-Sept 86 p. 14 


XXV/2 Apr-June 89 p. 18 


XXI/1 Jan-Mar 85 p. 14 


XXV/3 July-Sept 89 p. 18 
XXIV/2 Apr-June 88 p. 13 


XXII/1 Jan-Mar 86 p. 6 


XXV/4 Oct-Dec 89 p. 12 
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